
LB212

PRESIDENT: Senator Waldron is coming while you are search­
ing there. Senator Waldron are you in a position to take
up on Genera' F i l e L B 327 or 5 0 8?

SENATOR WALDRON: Not 327 because we are waiting on an amend­
ment. How did we get down to 327? I' ll be glad to take up
212 wh1ch is ahead of tnat one.

PRESIDENT: 212? I suppose that I should explain a little b1t
of procedure here. I don't want to leave you wondering. But
we decided that we would go back to 91 feeling that it was
probably useless to go back through the list that we had al­
ready gone through yesterday and by-passed. But, I have no
obJections to 212 if you are ready on it. LB212, Senator
Waldron's bill.

CLERK: Read LB212

SENATOR WALDRON: Nr. President, I move for the adoption of
the committee amendments. The committee amendments are
actually the bill so they are very easy to follow they
completely replace the bill. You w1ll notice in the committee
statement that what th1s does is to create a home solicitat1on
sales act in Nebraska which gives to the buyer on a home
solicitation b111 which is defined in the amendment there.
It gives the buyer 72 hours to cancel any sale that is done
by generally by a door to door salesman. You w111 not1ce
that there was a certa1n amount of opposition to the bill
when it was orig1nally introduced 1n a original hearing. We
that was on the original bill. Now when we adopted this
amendment I took this amendment and circulated it among those
people and it was generally agreed that this was acceptable
to almost everyone. There has not been any opposition to 212
s1nce that time, or if there is it 1s very isolated. I think
that there 1s still opposit1on from some cookware sales people
in the Lincoln area and that is the only one that I can
remember to 212 after we rewrote the amendment, the committee
amendment. The other people there are no longer concerned
about it. I th1nk the people that are still opposed are the
door to door cookware salesmen. So you might take that into
account when you vote. Th1s bill was patterned after the
trade commission rule and regulat1on which gives the buyer
3 days or 72 hours to cancel when it is a door to door sales­
man or when it 1s a sale that is done in the home w1thout any
prior asking by the buyer that the seller actually come to
his home. Of course if you go out and ask the guy to come
over to your home or make a contact at h1s off1ce and say
we would 11ke to have you come over to our house, then this
doesn't apply under this act. This follows the federal trade
commission rule which goes 1nto force the middle oi this year.
The reason it d1dn't go into force last year, 1t was in force
but they got a law suit and not the court of appeals said that
they can go 1nto effect I think July I, of this coming year
or 1974. So this is what is called the home soliciation
sales act, which gives the buyer, if a salesman then comes
to his house the right to cancel w1thin 72 hours after he
leaves home. This is done to discourage high pressure sales­
men. People who come in and won't even leave unless you
actually sign on the dotted 11ne and agree to purchase their
product. We have found some abuse in the past and that is
why this committee for 2 years ago decided to sponsor this
act. This act is 1n conformity with the federal trade
commission act and I want to point that out that there will
be no conflict here whatsoever. If there are any questions
on this I wil' be happy to answer them.


